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OA Customer
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project 
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Sales team Order 

KPI : 54%

Issues: - delay in OSAT higher DSO

- all additional costs on our charge 
lower Gross Margin

driven, not Q of O
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Total approach EFF. FIN. Cust
Satis

HR

Pre-sales

Satis

x x x x

Q-incoming orders x x x

Workload x x x

Clear Processes x x x

Analyze Prepare Consult Agree Communicate Train Adjust
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SC from  ‘Jack of all Trade’…

Pre-
l

Financial

Legal

sales

BFO
K  U

Logistics

Financial

Key User

B N R i

Logistics

CORE
Comp

BaaN
Key User

P M lti

Region
Specific

Process
Analysis

Multi
BUs

Multi
Language

Having to do ‘everything’ leads to reduction of 
the job content to the admin tasks only, which is 

th  t lit
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New organization

DS ASD MIDDC/VLSTSM PROJECTS STD SALES
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IncoFin

Legal
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New organization

PROJECTS STD SALES C & PO Bus Proc

BFO LegalLegalFin Fin Pre-sal Pr. Anal

BFO

BFO

Legal IncoInco

Fin Pre-sal Pr. Anal

ERPBFO

BFO

Legal IncoInco

IncoFin

Legal
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fear of fear of loss of SC reluctant to fear of 
change

fear of loss of 
power for the 

Presidents
leave comfort 

zone

no agreement on 
centralizing the 

team

not all SC may 
have the right g

profile
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